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   Under the current economy condition of China, the market development is very mature, 
and the difference among products reduces. Competition becomes more and more severe. 
More and more companies provide credit sale in order to enhance competitive power. 
Credit sale can bring benefits for both the buyer and the seller. However,inappropriate 
management of credit sale can bring high opportunity costs,management costs,bad debt 
costs, and liquidity problems etc.. Ultimately, affects the profit of company and  
continuous operation, even results in bankruptcy. 
   My current company W company, is a large steel trade company which begun the 
credit sale to terminal customers for just few years. Lacking of credit sale experience, W 
company has not yet established the accounts receivable management system,. Thus, the 
overdue accounts receivable amount rises sharply, bad debts increases, as well as the 
problem of imperfect credit assessment system, delayed dynamic tracking etc... This paper, 
basing on the actual problem of W company ,using the whole credit management concept 
as the main method, develops differential accounts receivable management system for W 
company. In order to improve the quality of accounts receivable management, and finally 
improve the business performance. 
    This paper is mainly based on the related theory of accounts receivable management, 
and gives in-depth analysis on the existing management problems of W company. The 
main purpose of the research is to study how to solve the existing management problem 
and build up accounts receivable management system.This paper is divided into five parts, 
including the Introduction, Related theories and literature review of accounts receivable 
management, Background and accounts receivable management of W company, The 
improvement of accounts receivable management, Summary. The third chapter The 
improvement of accounts receivable management is the core text, improving the accounts 
receivable management system of W company from five aspects like: the adjustment of 
organizational structure, the construction of credit evaluation system, the construction of 
accounts receivable tracking system, the construction of overdue accounts receivable, and 
other assisting management method. 
    Through this research, comb practical management problems of W company and 
combine the characteristics management of W company and the accounts receivable 
management theory. This paper can propose important solutions for W company which is 
easy to practice in the actual work. What’s more, this receivable management system 
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义。1958 年成立的四川长虹是 90 年代家用电器的龙头企业，为了执行海外市场扩张
战略，在缺乏国际市场销售经验和销售网络的前提下，与 APEX 公司达成“大经销商”
的营销方式，通过 APEX 为其在美国销售，并以赊销方式结算。然而，巨额的应收账
款引发了长虹的经营危机，损失惨重。根据长虹 2002 年年报显示，长虹 2002 年海
外销售额为 55.41 亿元，其中 APEX 赊销金额 50.65 亿元，占长虹海外销售总额的
91.4%，APEX 应收账款余额 38.3 亿元，占海外销售总额的 69%。在应收账款余额占
比如此高的情况下，长虹 2003 年继续维持此销售态势，到 2004 年，根据其年报显
示，APEX 应收账款余款占长虹当年海外销售额的 133.65%。 后，问题曝露，APEX
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